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DECLARATION OF THE INVENTOR 

I, Kurt Robinson, declare as follows: 

1. That, wiping liquid, for example sweat, from a stage or platform for an entertainment 
event such as basketball court is a problem. To the best of my knowledge, no one ever conceived 
of converting this problem into a business opportunity. I did, and founded, and am the chief 
executive officer and shareholder of the assignee of the above-identified application, NO 
SWEAT WIPE, LLC, which has been using my INVENTIONS since 2003. 

2. That, the money making opportunity provided by my INVENTIONS has been recognized 
by the business community, and enclosed are a number of published articles identified as 
Exhibits A through D discussing my INVENTIONS, and a DVD identified as Exhibit E of a 
number of television programs at which I was interviewed because of my INVENTIONS. Some 
of these programs show my INVENTIONS being used at televised basketball games between 
National Basketball Association (NBA) teams. A customer list dated December 13, 2007, 
identified as Exhibit F, names professional, collegiate, and high school teams using my 
INVENTIONS. 

3. That, my INVENTIONS solve an on-going problem and concurrently derive advertising 
income. Over an extended period of time millions of viewers will be exposed to hundreds of 
millions of advertising impressions using my INVENTIONS. This represents a huge potential 
advertising income that may be shared with the participants conducting the entertainment event. 
Moreover, the wipe-up problem may be solved at no potential cost to the participants. None of 
the prior art cited in the Office Action of September 11, 2007, in any way suggests that 
advertising income may be derived by mopping up a basketball court, or other entertainment 
platform, with a mop bearing an advertisement. 

4. That, all statements made herein of my own knowledge are true and that all statements 
made on information and belief are believed to be true; and further that these statements were 
made with the knowledge that willful false statements and the like so made are punishable by 

18 



Jan 10 08 >01:20p Connors & Associates, Inc 



949-83 34885 



I 

p.2 



S5.^i!22 ri |S nin ' nt ' 0r ^ under 1001 ofThle 18 .rfihe United states Code, and that 

^^Wse«jt«neat8 may jeopaidize the validity of the appHcation Jfi ££ 




21 



IdHd 8H 111 Wd8frS2I LOQZ 01 UBf 



, Business in the making: No sweat wipes - May. 16, 2005 


A 


Page l of 4 














- r-~-*—r ' -■ _ .... -,,-.!->'■ wwr-* ■ ■ ifr _» < ^ wc . 

'-^ «■ -w — "^~-^rar.r«T • . , av: — iw.mia:;— v> saw "m'v.Y; 

















The Internet home of: FORlTJffls 

i0®UL]^\7.com=- 




IDI<~(BI)8^l %Kgfo 



Subscribe to Business2.0 | T 



po 

ml 



SEARCH 



Entire Site 



HOME NEWS MARKETS MY PORTFOLIO TECHNOLOGY JOBS PERSONAL FINANCE LUXURY REAL ESTATE SMALL E 



Small Business. Big Dreams, 



SAVE | EMAIL | PRINT | 

osobksss 

Kurt Robinson and Kevin Columbus want to get No Sweat Wipe on every 
basketball court in the world. 

May 16, 2005: 2:01 PM EDT 

By Sarah Max, CNN/Money senior staff writer 



SALEM, Ore. (CNN/Money) - Kurt Robinson 
dreamed up his stinky business idea while 
watching a Lakers game on television. 

"My roommate and I had been talking about how far 
the game had come," said Robinson, 41, a former 
college basketball player who was working as a 
referee and tournament organizer at the time. 

Then, Shaquille O'Neal took a tumble and the ball 
boy rushed onto the court to wipe up his puddle of 
sweat with towels taped to a broomstick. 

There had to be a better way, Robinson thought. 
That night, he started sketching designs for an 
apparatus that would replace the old-school method 
of cleaning up sweat on a basketball court. 

Sweat is a serious problem when you have the likes 
of 340-pound Shaq running up and down the court. 
"Some teams send their ball boys out [to mop up 
sweat] after every change of possession," said 
Robinson. 

Robinson had the idea, but he needed the contacts 
and business savvy of his childhood friend, Kevin 
Columbus. 

"He came to my office with the idea, and I liked it," 
said Columbus, 39, a hip-hop choreographer turned 




Kurt Robinson, mopping up with his 
invention. 
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entrepreneur who produces the Magic Johnson 
Foundation's annual celebrity basketball games. 



business off the ground? 
Send us an e-mail about it: 
yourbusiness@money.com. 



The first prototype proved heavy and cumbersome, 
but there was definite potential - and not just for 

cleaning up sweat. "What if we put advertising on the top of this thing?" said Columbus, 
who is now a partner in the company. 

Four years and four prototypes later, the No Sweat Wipe - an aluminum pole attached to 
a 24-inch disk with an overlay for logos or advertising on the top and a washable 
terrycloth pad Velcro-ed to the bottom - is on its way to becoming to basketball what the 
Zamboni is to hockey. 

Most National Basketball Association teams use it, orders are coming in from colleges 
and high schools, and the International Basketball Federation has signed a three-year 
deal. The 2006 version of ESPN's NBA Basketball video game will even feature virtual ball 
boys wielding virtual No Sweat Wipes. 

Even so, No Sweat Wipe is still waiting for its fast break. 

"Right now we're still a small business going through small business pain," said 
Robinson, who poured all of his savings into the idea. He works out of his two-bedroom 
rental in Garden Grove, Calif., during the day and supplements his start-up salary by 
refereeing three nights a week. 

Scoring opportunity 

After perfecting the prototype and filing for a patent, Robinson and Columbus went to 
work getting their product in the hands of NBA trainers. They also started talking to 
investors. To date, the company has raised $200,000 from private investors, who have a 
25 percent stake in the company. 

"Our goal was to start at the top with the NBA and work our way down," said Robinson, 
who has been giving the product to NBA teams for free. The No Sweat Wipe debuted at 
the Magic Johnson charity event in the summer of 2002 and was tested by the Los 
Angeles Clippers and the Denver Nuggets during the 2002 and 2003 season. Now, 25 of 
the 30 NBA teams use the product. 

Colleges, high schools and basketball fans in the market for a No Sweat Wipe can expect 
to pay $525 for two devices, replacement pads, custom logos and a wash bag. Such 
sales help the bottom line, but the company's main source of revenue will ultimately be 
advertising, said Columbus. 

So far, though, they have not been able to close a major advertising deal. 

"None of the bigger advertisers want to spend money if you're a new company," said 
Robinson. "But now that we're going on our fourth year they're willing to talk to us." 

An NBA licensing agreement, now being discussed, would also open doors. 

For now, No Sweat Wipe can sell ads for games that are not broadcast nationally. This in- 
arena advertising is worth anywhere from $30,000 to $150,000 per season, per team, 
according to marketing research by Joyce Julius & Associates, with the company and 
teams sharing the revenue. 
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If No Sweat Wipe were able to work out a league-wide deal with the NBA, advertisers 
would pay a premium for national television exposure. 



"I could say with a fair degree of certainty that sponsorship on No Sweat Wipe would be 
worth $3 million to $5 million a year in exposure value/' said Eric Wright, vice president 
of research and development at Joyce Julius, referring to what sponsors would have to 
pay to get the same exposure with traditional advertising. 



The company would also have dibs on ads sold on college courts, at amateur adult 
tournaments, even in video games. 

As with any startup, the No Sweat guys must endure plenty of nervous perspiration. 

"There were times when I wanted to throw in the towel," said Robinson. Instead, he 
threw his energy into his towel-alternative. 
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Foot Locker Signs Contract to Advertise on NBA's Lakers' Mops 
By Scott Soshnick 

Nov. 1 (Bloomberg) ~ Foot Locker Inc., the biggest U.S. athletic-shoe retailer, 
signed a contract with the Los Angeles Lakers to advertise atop the mops that 
dry the court during the National Basketball Association team's games. 

It's the first agreement that closely held No Sweat Wipe LLC, maker of the 
mop, has reached with an NBA team and advertiser, said Kurt Robinson, 
founder of the Garden Grove, California-based company. 

No Sweat Wipe and the Lakers signed a two-year, five-figure contract, 
Robinson said, declining to be specific. The team and company split revenue 
from advertisers. 

Robinson describes the No Sweat Wipe as a 24-inch disc that's made of a two- 
ply towel with a sponge-like material in between. Foot Locker's advertisement 
will be placed on top of the disc this season, Robinson said. The second year of 
the contract hasn't been sold, Robinson said. 

"After people see it, we hope to go out and seek other deals," Robinson said in 
a telephone interview. 

The Lakers will make the maximum 33 national television appearances this 
season, 10 on ESPN, five on ABC, nine on Turner Network Television and 
another nine on NBA TV. 
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r • Bloomberg Foot Locker spokesman Peter Brown didn't immediately return a message 
Podcasts • seeking comment. 
• Bloomber g Press 

No Sweat Wipe also has an agreement with New York-based Take-Two 
Interactive Software Inc., the No. 3 U.S. video-game maker, to appear in its 
basketball game. In the game, team logos appear on the mop, though Robinson 
said the company is looking to sell advertising there, too. 

The No Sweat Wipe is also used by 25 U.S. universities, including Michigan, 
Villanova, Arizona State and UCLA, Robinson said. 

The NBAs regular season begins tonight. The Lakers, who during the 
offseason reunited coach Phil Jackson with Ail-Star Kobe Bryant, open 
tomorrow night at Denver on ESPN. 

To contact the reporter on this story: Scott Soshnick in New York at 
ssoshnick@bloomber g.net 

Last Updated: November I 2005 16:43 EST 

.1 H 0 Email this article H Printer friendl y format * 
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Mommy-and-me outings, per-call talent reps and more 

By Entrepreneur Staff | Entrepreneur Magazine - May 2005 



What: A service that provides fun and cultural outings 

for moms and children 

Who: Molly Snyder of Metropolitan Moms 

Where: New York City 

When: Started in 2004 
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While typical "Mommy and Me" classes can be great 
fun, Molly Snyder, 30, decided to give the old format a 
spin when she started Metropolitan Moms. Instead of 
classes focusing solely on the children, Snyder's idea 
was to organize classes for moms who wanted to 
explore local New York City culture while taking their children along for the 
ride. 

This former investment banker got the idea when, three months into her 
maternity leave, she realized she didn't want to leave her daughter for a full- 
time position. However, she thought it would be fun to explore the city's 
many museums and galleries-with her daughter in tow. "When I had this 
idea, so many people didn't understand what I was talking about," says 
Snyder. "They weren't [very] encouraging. But because I was a new mom, I 
knew there was a need for it." 
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samples. Based on those results, the partners started with 16 fruit flavors, 
including peach, pineapple, raspberry and strawberry. Rather than sell 
flavored bottled water, they opted instead to package the concentrated 
flavors (available sweetened or unsweetened, but all calorie-free) in small, 
1 -ounce dropper bottles for $9.95 each. Their rationale: You don't have to 
lug around a bottled drink to a destination, the flavor can be added to any 
beverage or food, and you can adjust the intensity of the flavor to your liking. 

Staunton, a database programmer, and Maimer, a newspaper editor, 
operate PAES in their off hours but have already won the 2004 Carb-Aware 
Consumer Choice Awards Product of the Year and received a good amount 
of media buzz. Sold through Flavors2Go.com and Castus Superstores, they 
currently have a distributor in Canada and the United Arab Emirates. With 
2005 sales projections breaking $250,000, the co-founders have also 
introduced an imitation honey that is enticing even more customers to 
indulge their sweet tooths. 

-April Y. Pennington 

Clean Sweep 

What: Reusable four-ply cloth around a foam liner attached to a circular disk 
on an aluminum pole; used for cleanups 
Who: Kurt Robinson of No Sweat Wipe 
Where: Garden Grove, California 
When: Started in 2002 

An artist by trade, Kurt Robinson, 41, might not have made his riches 
through his artwork, but he did hit it big when he came up with a creative 
solution for a messy situation. His inspiration came when basketball player 
Shaquille O'Neal took a spill on the court. Riveted to the TV, it was not the 
fall that grabbed his attention but rather the mop that was used to clean the 
court afterwards. A stick with a towel taped to the end seemed ineffective, 
unsanitary and definitely something he could improve on. 

Robinson immediately put his idea on paper and approached an engineer 

friend who created the perfect prototype after four attempts, complete with 

an adjustable pole and a detachable pad. With his final prototype in hand, 

Robinson approached Kevin Columbus, a friend and his 

current business partner, who had important basketball connections as well 

as the marketable idea of using the top of the circular disk for advertising 

space. 

The innovative mop appealed to the Los Angeles Clippers, the first team to 
give the product a try. No Sweat Wipe currently has partnerships with 25 of 
the 30 NBA teams. Robinson offers them the product for free in exchange 
for a portion of the revenue generated from the advertising. Meanwhile, the 
company has developed No Sweat Mitts-smaller versions of the No Sweat 
Wipe which can be worn on the hands--and plans to make them available 
next year. 
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With 2005 sales expected to be at least $2 million, Robinson doesn't believe 
he's reached the top of his game yet. He hopes to make it big both on and 
off the court by donating profits to local charities and organizations 
dedicated to the education of inner-city kids. Says Robinson, "I've been 
blessed with this idea, and we're working on giving back." 



Talent Show 

What: Music booking agency that represents bands and artists on a per-call 
basis 

Who: Bud Anderson, founder of lnHouseBookin g .com 
Where: San Carlos, California 
When: Started in July 2004 
How much: $250 

In the music industry, competition isn't just for gigs but for agents as well. 
"Agents basically work for free until they get commissioned on a show," says 
Bud Anderson, founder of lnHouseBooking.com. "So it's hard to invest in a 
brand-new artist." 

Anderson, 34, created lnHouseBooking.com as a sister company to Prince 
SF, the agency he already owned that couldn't handle all the talent coming 
its way. His new company takes a different approach, allowing artists to hire 
agents to make cold calls, pitching their acts for $1 .50 per call. At the end of 
the minimum 100-call run, the artist gets a color-coded spreadsheet detailing 
each call and contact information. It's more than telemarketing, Anderson 
explains-bands still face a strict review process, but the shortened 
relationship allows more talent through the door. 

Startup was simple. With the agency infrastructure already in place, 
Anderson paid $50 for a web domain and programmed the site himself. He 
opened separate phone lines and a bank account, and he hired three 
agents. As IHB's business jumped-from sales of $175,000 in 2004 to 
$500,000 projected for 2005-the agency expanded into larger offices and 
hired additional staff. 

Anderson describes his marketing as "very grass roots." After an initial run 
with 10 artists, word spread like wildfire. Says Anderson, "I knew there was 
demand for representation but didn't realize it could be quite so high." 



-Sara Wilson 



-Jessica Hong 
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—The best new invention of the summer? The No Sweat Wipe. If youVe already been to a preseason 
game, perhaps youVe noticed that the NBA towel boys, the kids who sit under the basket and run out to 
wipe the sweat off the court, have a new weapon at their disposal. The No Sweat Wipe is a long pole with 
a circular disk attached to the end. Under the disk are a number of towels used to wipe off sweat from the 
floor. 

The inventor got sick of watching multi-million dollar players slip on wet spots on the floor and 
wondered to himself why teams weren't using a more efficient method of making sure the floors stayed 
dry. The No Sweat Wipe was bom over the summer and has already been adopted by 23 NBA teams. 

Which makes you wonder, what are the other six NBA teams thinking? The Jazz, Hornets, Bucks, 
Raptors, Sonics and Nets are the only teams in the league who have yet to adopt the tool C'mon guys. 
Even the Clippers and Warriors have forked over the cash. 



By Chad Ford 
NBA Insider 
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